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The Keds Sports Department now offers 
you a new Football Bulletin by Coach 
Frank Leahy on Blocking, Tackling’ and 


Carrying the Ball. This is the fourth of a 





= h 1 Séties-of Keds-Sports bulletins written by 
BAK LEAHY ERSITY | ‘ 
Tirecter -| famous céaches ahd athletic authorities. 
SESPORTS UCT - 71949 

ARTMENT . 


TO KEDS DEALERS: 
FOR YOUR STORE 


a new kit consisting of colorful cut- 


ae, 


out displays, window poster, free 
mat for your local newspaper, pub- 
licity story for your local newspaper 
and official order blanks for order- 
ing the bulletin. These tools are 
yours, devised to help you bring 
more boys into your store during 


the important fall season. 


Keds Sports Department 


ITED STATES RUBBER COMPANY 


1230 SIXTH AVE.,, ROCKEFELLER CENTER, NEW YORK 





OhMICHLME. 


"SMARTEST SHOES ON THE SQUARE” “ 


PerFORMance VALUES 


Young men are important to the 


future of America. Their feet in 
JOHNSONIAN shoes fit them for the 
active life ahead. JOHNSONIANS 
have a young-man appeal because 
they are the “Smartest Shoes on the 
Square.” Smart merchants are cen- 
tering their interest in this growing 
field of young men wearing men’s 
sizes and wanting strongly masculine 


types of shoes. 


8514—Tan Bal, Perforated 
Wing Tip, Vamp and 
geerter, Oak Sole, 
— Beate, — 
@c “Th e 
865,612. 
Performance tests on JOHNSONIAN shoes So Metal sas 
give them a high rating for wear and for . 
alert styling in the spirit of the times. 
JOHNSONIANS are made right, on lasts SOMETHI 
that are right; and smart merchants fit and NG HAS BEEN ADDED 


soso ade. Sanitized FOR PROTECTION 





" JOHNS 0 NIAN DIVI SION = envicorr-soHNson + NEWYORK CITY « ENDICOTT, N.Y. + ST. LOUIS, MIS! : 4 


Mm pure water—beaten many hours longer than the 


average standard requirement. And why? Simply to give 
those fibres the uniform consistency, the even texture 
which shows in the unrivaled smoothness, strength and 
flexibility found in every finished Spaulding Counter. 


Spaulding Fibre Co., Inc., North Rochester, N. H. 


$V! 


Spaulding Counters fit the 
last exactly like this 

inside and outside—heel- 
seat, quarter and shank. 
No resistance! No strain 
on your customer's heel! 


SPAULDING 


COUNTERS 


OTHER PART OF THE SHOE MEANS SO MUCH...AND COSTS SO LITTLE 
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For Rent 


IN CHICAGO 


To Manufacturers: 


Sample rooms in The Republic Building, State at 
Adams, one-half block south of the Palmer House. 


To Jobbers and Wholesalers: 


Large spaces in the wholesale district and in the 
“Loop” District. 


To Retailers: 


Well-located store locations in several outlying 
shopping districts and a number of splendid “loop” 
locations. 











For complete information please consult 


LOUIS HALLER 
GORDON STRONG AND COMPANY 


209 S. State Street Harrison 8191 
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HOE MARKET WEEK 
We 2a Gaol 


First Showing of Leading Spring Lines 
STYLED UNDER WPB ORDER M-217 


The industry’s principal manufacturers will present for 
the first time 1943 Spring patterns. Come to buy the new. . . 
smart styles...inspect appealing lines fashioned attractively 
for profit possibilities. Check hundreds ef lines...for quality 
.-.new ideas... then buy with confidence. 

Know the ingenuity of important manufacturers, styling 


practical, saleable footwear under the W PB Footwear Con- 
servation Order M-217. Hear informed speakers discuss 
business problems in a war period . . . See war shoes worn 
with war clothes in a brilliant fashion show. 

Advise your sources you will see their line at the Fair. 
With one trip...in one city, at one time...save your time 
and their time...conserve vital transportation for war effort. 


Reserve transportation and hotel accommodations immediately 
THE INDUSTRY’S WAR CONFERENCE MEETING ~— 





SPONSORS: NATIONAL SHOE RETAILERS ASSOCIATION 
AND NATIONAL BOOT & SHOE MANUFACTURERS ASSOCIATION 
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Sixth in a series of speed 
flash camera studies by 
ace photographer Gion 
Mili, made exclusively 
for the United Shoe 
Machinery Corporation 


Matched Pairs are seeing action wherever shoes built for service 


are being worn. Over 300 manufacturers, recognizing the wearer 
benefits made possible by Celastic box toes, are using this unique 
material — many of them in their entire production. 

Chief among the merits of Celastic is its performance as a medium 
for retaining the internal contour of the toe of the shoe — the lasted 
contour. Active toes in shoes made with Celastic will always be free 
from the discomfort of wrinkled, sagging linings because box toe, 
lining and doubler are permanently fused into a single unit. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 











EVERY PAIR OF SHOES MADE WITH Colaslic 


THE QUALITY 


RESPONDS TO FEET IN MOTION BOX TOE 





Localized Last Factores 


fie Serving 





~shoe manupactuhers —Umbutans afoot -the WarL fort 


United Last Factories — eight of 
them, were established in im- 
portant shoe centers to provide 
shoe manufacturers with quick 
service and the close communi- 
cation desirable throughout the 
exacting stages of model last- 
making and trial shoemaking. 
Today, in retail stores every- 
where, the shoes of many manu- 
facturers are making or main- 
taining a reputation for fine fit in 
all sizes and widths because they 
are made over United lasts. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


6 


Millions of shoes on the active 
feet of young and old Ameri- 
cans—students, workers, house- 
wives, and Service men, fit bet- 
ter because of localized United 
Last service. 

The nation-wide organization 
which provides each United Last 
Factory with current style infor- 
mation and the latest technical 
improvements in last-making, 
also lends strong support to the 
craftsmen at work making “Fit 
Foremost Lasts.” 


FITZ BROS. CO., Auburn, Maine 

UNITED LAST CO., Brockton, Mass. 

T. W. GARDINER CO., Lawrence, Mass. 
STEWART & POTTER CO., Brooklyn, N. Y. 


Partofthe United Last Company's 
manufacturing facilities are en- 
gaged in war production, but 
each United Last Factory is still 
providing the complete last serv- 
ice which shoe manufacturers as- 
sociate with the name “United.” 
Shoe center location means that 
local transportation can be uti- 
lized for quicker deliveries. 
Conflict is avoided with ship- 
ments being made on main trans- 
portation arteries where essential 
war materials have first call. 


EMPIRE LAST WORKS, Rochester, N. Y. 
KRENTLER BROS. CO., St. Louis, Mo. 
KRENTLER BROS. CO., Milwaukee, Wis. 
UNITED LAST CO. LTD., Montreol, P. @. 
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FOOT SAVER 


GYPSIES 


Foot Saver gladly cooperates with the War Produc- 
tion Board’s Shoe Conservation Order . . . actually 
our cooperation began twenty-one years ago. 

Foot Saver Gypsy Ties, originated by us in 1921, 
might well have been designed to order for Order 
M-217. so successfully do they fit the spirit of 


its requirements. And the twenty-one vears of 





profit which they have given our dealers is vivid 
Florida 


proof that the right kind of general purpose shoe 





always ofters splendid possibilities to the retailer. 


THE JULIAN & KOKENGE COMPANY 


COLUMBUS, OHIO 
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SUFFICIENT leather and shoe sup- 
plies on hand or in prospect in the 
United States will meet all essential 
requirements through 1943, despite 
the rapidly expanding needs of the 
armed forces and increasing Lend- 
Lease demands, according to J. G. 
Schnitzer in the September issue of 
the Survey of Current Business, a 
publication of the Department of 
Commerce, Washington, D. C. He 
points out that the Government has 














already taken steps to safeguard its 
military requirements. Mr. Schnitz- 
er recalls the feverish buying wave 
of retailers in the Fall of last year 
war became imminent, the 
building up of unprecedented inven- 
tories in dealers’. hands and the re- 
versal of inventory policy which 
followed, with many retailers stag- 
ing selling drives to cut their stocks. 
All factors involved in the leather 
footwear problem are discussed at 
length including the desirability of 
conserving shoes that are still wear- 
able rather than discarding them. 


when 


“People wear shoes largely for two 
purposes—to protect the feet and for 
decorat‘on,” the article states. “It would 
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be hard to tell whether the utilitarian 
motive or the decorative motive is the 
more important factor in governing 
shoe purchases.” 

Partly as a result of retailers’ efforts to 
reduce stocks and partly as a result of 
swiftly rising national income, sales con- 
tinued at a high rate during the first half 
of 1942, so much so that censumers are 
believed to hold large supplies of rela- 
tively new shoes in their closets. It is 
estimated that as of July 1, these con- 
sumer reserves of shoes, new and vir- 
tually so, amounted to at least 50 million 
pairs. 

Because of their ample stocks, the ar- 
ticle continues, it appears that civilians 
are in a good position to meet a probable 
decline in available shoe supplies in 1943 
and thereafter, due to wartime scarcity 
of materials. 


* 
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It is pointed out that the shoe indus- 
try has always prospered in wartime 
under the combined pressure of heavy 
military and civilian demand. During 
the Civil War large orders by the Federal 
Government helped establish the Ameri- 
can shoe industry firmly on a machine 
production basis. During World War I 
Allied army orders, plus orders of our 
own military forces gave the industry a 
tremendous boom. 

World War II is running true to form 
in this respect. Output in 1941, under 
the combined stimulus of orders from 
the armed forces and booming sales to 


civilians, fell just under 500 million 


pairs, a new all-time high. 


THE voice of the manufacturers as 
expressed through their National 
Boot and Shoe Manufacturers Asso- 
ciation, seems to be 100° in favor 
of M-217. A consensus made by 
J. O. Ball, president of the Associa- 
tion “indicates a surprising unanim- 
ity of opinion, considering the high- 


ly competitive condition in the shoe 














manufacturing industry and the fact 
that practically all manufacturers 
of footwear will find it necessary to 
make sacrifices in complying with 
the Order. With the permission of 
the directors from whom we have 
heard, we are quoting their contents 


as follows:” 
t ao e 


L. F. HERSHEY, president of the 
Hagerstown Shoe & Legging Com- 
pany, Hagerstown, Md., and chair- 
man of the board of the National 
Boot and Shoe Manufacturers Asso- 
ciation: 

“In view of the apparent shortage of 
hides, leather, and other strategic ma- 
terials used in the manufacture of shoes, 
our company is in full accord with the 
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requirements of Conservation Order No. 
M-217. We believe this Order will give 
the Shoe Industry an unusual opportunity 
to prove its ingenuity at a time when our 
Government needs the assistance of all 
industries in its war effort. After con- 
tacting a number of our accounts rela- 
tive to changes in patterns, as well as 
the elimination of two-tone combinations, 
etc., which it will be necessary for us 
to make against orders now on file, we 
are very much pleased with the coopera- 
tive spirit manifested by the buyers of 
our shoes, showing they are ready to do 
everything possible to help us carry out 
the requirements of the Conservation 


Order.” 
* * «* 


FREDERIC A. MILLER, president 
of H. C. Godman Company, Colum- 
bus, Ohio: 

“In my opinion Conservation 
M-217 provides a sane and 
method of meeting the present situation 
so far as the Shoe Industry is concerned. 
It seems to have the triple virtue of meet- 
ing the Government's needs, amply pro- 
viding for the shoe needs of the Nation, 
and protecting the basic interests of the 
Industry. While it will necessitate 
changes and readjustments of present 
practices, I believe that its observance 
will solve many vexing problems which 


Order 
sens’ ble 





would otherwise plague the Industry dur- 


ing the present emergency.” 
7 * 7 


CHESTER D. HEYWOOD, presi- 
dent of the Heywood Boot & Shoe 
Co., Worcester, Mass.: 


“Our company will feel the effect of 
the new Conservation Order. We believe. 
however, that it is constructive and neces- 
sary for the conservation of materials. 


We shall cooperate wholeheartedly.” 
* * # 


GEORGE MILLER, president of I. 
Miller & Sons, Inc., Long Island 
City, New York: 

“Being the largest manufacturer of 
quality fashion footwear, we doubt if 
there are any shoe manufacturers who 
will be more affected than our company; 


but we will observe the Conservation 
Order in its entirety and are quite con- 
fident we will make beautiful shoes 
within the Government restrictions. We 
believe the Association has followed the 
proper policy of seeking the greatest good 
for the greatest number, and should con- 
tinue to cooperate with the government 
to the fullest extent.” 


10 





IT'S TIME TO ADVERTISE 





—A Business without Advertising is 
like a Watch without hands. 
—The Watch may keep on running, 
but without hands it does not tell 

the time. 

—A Business may be running, but 
without Advertising’ it does not 
tell Customers. 

—And if it does not tell customers, 
it won't be a running business 
very long. 

—Advertise regularly and custom- 
ers will be running to your store. 


ea 


President 





BYRON A. GRAY, president of the 
International Shoe Company, St. 


Louis, Mo.: 

“My opinion is that we have a good 
Order in Shoe Conservation Order M-217 
and its issuance is welcomed by the en- 
tire Industry. Need for such an Order 
has long been recognized. Though the 
restrictions impose hardships on all, they 
are reasonable and necessary under pres- 
ent conditions. Full compliance with the 
intent and purpose of the Order is one 
of the great contributions our Industry 
can make to the war eftort. The prompt 
dissemination of information to its mem- 
bers by the Association has been dis- 
tinctly helpful and I hope the Association 
extends its service by continued coopera- 


tion with the WPB and the OPA.” 


+ * * 


JOSEPH S. STERN; president 
United States Shoe Corporation, 
Cincinnati, Ohio: 

“Unquestionably the men responsible 


for Order M-217 have a figure in mind 
that they believe right for adequate shoe 
production for next year. This Order 
was carefully planned, as Mr. Spring's 
quick answers to all questions prove, 
and is an intelligent start on restrictions. 
I am sure if practical application proves 
changes are necessary, either with further 
restrictions or conversely, with less lim- 
itations, shoe- manufacturers will be ad- 


vised speedily.” 


HON. JOHN S. KENT, chairman 
of the board of directors, M. A. 
Packard Company, Brockton, Mass. 

“In my opinion Shoe Conservation 
Order M-217 is wisely drawn and will b 
effectively followed by the membership 
of the National Boot and Shoe Manufac 
turers Association. Modification of the 
regulations will undoubtedly be made as 
the need becomes apparent and as 


changed conditions warrant action.” 
* * # 


ROGER A. SELBY, president of 
The Selby Shoe Co., Portsmouth, 
Ohio: 


“The Order in the main is in line with 
the principles and plans discussed since 
last March; and with one or two excep 
tions, unanimously approved by the Board 
of Directors of the National Boot and 
Shoe Manufacturers Association last May. 
The Industry should feel relieved that 
the suspehse is over; and after the care 
ful consideration given to all groups and 
individual points of view, I believe our 
Industry will endorse and observe both 
the letter and spirit of the Shoe Con- 
servation Order, which may make un- 
necessary any more drastic regulations, 
such as rationing, standardization or con 
centration. Of course, the Order will 
affect our company but none of us can 





expect a restriction order that will apply 
entirely to the ‘other fellow. In my 
judgment, the Order is designed with the 
idea of affecting economies in the use 
of leather and other scarce materials re- 
quired for the success of the war effort. 
Representative men in the Shoe and 
Leather Section of WPB are experienced 
and familiar with the Industry’s prob 
lems and have gone a long way in con- 
sulting with many others in the Industry. 
I believe the Industry will also do its 


part.” 
t e * 


J. FRANKLIN McELWAIN, presi- 
dent of the J. F. McElwain Com- 
pany, Boston, Mass.: 


“The Order, in my opinion, is construc- 
tive and goes about as far as practicable 
under present conditions. The Industry 
should cooperate on this plan and gear 
production to real needs rather than to 
consumer wants. Under the present 
emergency, we should simplify and reduce 
the number of styles, which in the end 
should benefit in reducing inventories, 
conserving necessary materials, and make 
it possible to concentrate production an¢ 
manpower.” 
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G. E. MUSEBECK, president Muse- 
beck Shoe Co., Danville, IIL: 


“In view of the need for both sole and 
upper leather for Army and Navy re- 
quirements, our company is in full 
accord with the provisions of Conserva- 
tion Order M-217. There is need now 
for building up a reserve stock oi so.e 
leather and certain kinds of upper 
leather to assure adequate supply of 
leather for our armed forces and we are 
confident that manufacturers, shoe re- 
tailers, and shoe wearers are glad to 
give their fullest cooperation so that 
Conservation Order M-217 will give the 
results expected.” 


CHAS. F. JOHNSON, Jr., vice- 
president and general manager of 
Endicott Johnson Corporation, En- 
dicott, New York: 


“The Conservation Order for manufac- 


turers and retailers of shoes ought to - 


prove to be a good thing in the Con- 
servation of materials principally sole 
leather. The effect of the Order will 
definitely reduce inventories of shoes on 
retailers shelves. Restriction on styles 
and two-toned shoes will prove of bene- 
fit to both manufacturers and retailers, 
and help to correct the overproduction 
of shoes that has existed during the past 


We are for it.” 
e st e 


HAROLD C. KEITH, president of 
Geo. E. Keith Company, Brockton, 
Mass. : 


two years. 


“There is probably no shoe manufac- 
turer in the country who will not be 
affected by the new Conservation Order. 
Naturally our company is affected in 
connection with inventories, designs and 
advance purchases; but those of us who 
have sons and employees in the Service 
will not quibble in calculating the dollars 
and cents lost. Our Industry and our 
\ssociation should give wholehearted co- 
operation to the Government in the pres- 
ent emergency by supporting and ob- 
serving the Order. Whether we agree 
or not in all details, it is essential to 
exert our efforts in the war emergency.” 

ey & 


HENRY W. COOK, president of A. 
E. Nettleton Company, Syracuse, 


N. Y.: 


“We are in complete accord with 
Conservation Order M-217. Under it we 
shall go ahead and make the best shoes 
we can and have the satisfaction of feel- 
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ing that by complying with the Order 
we are having a part in the conservation 
of materials that will help to give our 
fighting forces the equipment they need. 
I was greatly impressed with the patience 
of Mr. Spring and others of his commit- 
tee of the Shoe and Leather Division of 
WPB in their efforts to make the burden 
as light as possible and to be fair to all 
branches of our Industry.” 

4 * * 


FRANK M. SIMPSON, treasurer 
Little Falls Felt Shoe Co., Little 
Falls, N. Y.: 

“M-217 seems to be a fair Order and 
well designed to perform a definite job. 
To me, the surprising feature of these 
regulations is that they so fully cover 
the footwear field with all its ramifi- 
cations. As a representative on your 
Board of a large number of slipper man- 
ufacturers I feel constrained to add that 
some serious questions have ar'sen in 
applying these regulations to certain 
house slippers. However, I am confident 
such points will be clarified soon to per- 
mit all of us to go along 100% with 
these conservation measures and to do 
whatever else we can to win the war.” 

t oo & 


CHARLES AULT, executive vice- 
president of W. L. Douglas Shoe 
Company, Brockton, Mass.: 

“We are in hearty accord with Con- 
servation Order M-217 and fully intend 
to live up to the letter and support all 
laws. This Order should be a great 
help to the Shoe Industry—all out for 
victory at any cost.” 

a s aa 


ARTHUR A. WILLIAMS, president 
Goodwill Shoe Co., Holliston, Mass. : 


“I had believed the Shoe Conservation 
Order was to have been released in the 


early Summer and surely now it will re- 
ceive full support from all manufac- 
turers. With restricted hide imports and 
shortage of workers, it is my opinion 
this Order will prove an actual blessing 
to the entire Shoe Industry. In sub- 
scribing to this Order, we give further 
testimony to the virtue and resourceful- 
ness of a Democracy.” 
oe * e 


HARRY G. JOHANSEN, president 
and treasurer of Johansen Bros. 
Shoe Co., St. Louis, Md.: 

“The adoption of the 
Order applying to the Shoe Industry is 
undoubtedly necessary to provide the 
essentials needed for our armed forces. 
It is hoped that the Order will alleviate 
any necessity for the Industry to be 
placed on a rationing basis. We will all 
be affected, some more than others, but 


Conservation 





I feel confident that the Industry will con- 
tinue to carry on and do its part. Our 
problems are small compared to the job 


we have ahead of us of winning the war.” 
o * * 


F. I. CURTIS, president of Curtis- 
Stephens-Embry Co., Reading, Pa.: 


“Because of the serious shortage in 
many materials particularly sole leather 
and rubber it was necessary for the War 
Production Board to take some step to 
reduce shoe production. Conservation 
Order M-217 is far better than direct 
restriction of pairage. My company en- 
dorses the Order as reasonable and neces- 
sary under war condit‘ons.” 


"I've sold him shoes for years—but | still don't know what he looks like.” 
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BECAUSE of a scarcity due to the rubber shortage, the 
OPA on Tuesday of this week ordered certificate ration- 
ing of men’s rubber boots and rubber work shoes to 
insure necessary supplies of this footwear to men em- 
ployed on jobs essential to the war effort or to the 
protection of public health or safety. The action was 
taken by Ration Order No. 6 at the direction of the 
War Production Board. 

Effective midnight September 29, the OPA ordered 
that all sales and shipments of six types of men’s rub- 
ber boots and rubber work shoes be frozen to prevent 
a buyers’ “run” on the stocks now on hand, and to give 
dealers time to take inventory. All manufacturers, 
wholesalers and retailers of the rationed footwear are 
required to obtain OPA inventory forms from their 
local War Price and Rationing Boards on Thursday, 
Friday or Saturday of this week. 

At the end of the “freeze” period on Monday, Octo- 
ber 5, when rationing to customers begins, local War 
Price and Rationing Boards will be open to workers 
and company purchasing agents who need certificates 
entitling them to buy the rationed footwear. 

These specific types of men’s rubber boots and rub- 
ber work shoes require a high crude rubber content 
and are therefore included under the rationing order: 
(1) hip-height rubber boots, including all boots of hip, 
body and thigh heights; (2) over-the-knee rubber boots, 
including Storm King height; (3) all heavy short 
rubber boots, (4) all lightweight short rubber boots, 
(5) rubber pacs and bootees 10 inches or more in 
height, (6) rubber pacs, bootees and work shoes less 
than 10 inches in height. Included are all variations 
in style and design within these six broad classifications. 

Most types of rubber footwear necessary for ordinary 
wear can be made mostly from reclaimed rubber and 
therefore are not rationed and can be purchased as 
usual. In this non-rationed class are men’s rubber boots 
and rubber work shoes smaller than size 6, lumber- 
men’s overs (a leather boot with a rubber foot), men’s 
arctics, gaiters, work and dress rubbers, and women’s 
and children’s rubber boots, rubber work shoes, arctics, 
gaiters and rubbers. Although these types are not being 
rationed, the rubber conservation program depends on 
the cooperation of the public in not buying any more 
of these ordinary types than urgent necessity demands. 


< = 
COMMANDER OF THE WAFS 


Helmet and goggles in one hand and her parachute 
pack over her shoulder, Mrs. Nancy H. Love, commander 
of the Women's Auxiliary Ferry Squadron, wears the 
“stendardized attire’ newly adopted for the women 
pilots to wear while on the ground. In the air they wear 
flying suits. 
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* Washington Newsreel * 


MAXIMUM prices for the new Victory line of water- 
proof rubber footwear, which is produced under a 
War Production Board order limiting the use of crude 
rubber in such items, are set both at wholesale and 
retail levels in a regulation issued Tuesday the Office of 
Price Administration. The regulation covers heavy 
occupational rubber footwear as well as ordinary civil- 
ian articles. 

With manufacturers’ prices already controlled by an 
earlier regulation, today’s order brings sales of Victory 
line footwear at all trade levels under specific control. 

Retail price maximums are established in dollars and 
cents at five different levels for each item. The level 
applicable to a retailer depends upon the amount he paid 
his supplier, whether the supplier is a manufacturer or 
a wholesaler. The price paid to the supplier, in turn, 
depends upon the discount that the supplier allowed 
the retailer from the maximum wholesale prices as 
established in the same regulation. 

The wider the supplier’s discount, not counting dis- 
counts for cash payment, the lower the applicable retail 
ceiling level. 

Since retailers are required to display their maxi- 
mum prices, consumers will be able to determine read- 
ily whether the price asked for a particular item is a 
proper one. So that a retailer may determine which of 
the five maximum prices for each item is the applicable 
one in each case, the regulation sets forth four different 
discount classifications. Class I includes discounts up 
to and including 10 per cent from the wholesale price 
maximum listed in the regulation; Class II, discounts 
over 10 per cent and less than 16 per cent; Class III, 
16 per cent to 21 per cent; Class IV, 21 per cent and 
over. 

Four of the ceiling levels are set in accordance with 
the discount classification, and the fifth is a special pro- 
vision for mail order houses that fall within Class IV. 
Mail order houses in this widest discount classification 
are given a lower price ceiling for mail order sales than 
retailers in the same class, in line with their cus- 
tomarily smaller mark-up over cost. Sales by a mail 
order house through a regular retail outlet, however, 
are not governed by this lower ceiling. Such sales come 
under Classes I through IV, depending upon the dis- 
count received by the mail order house. 

The regulation lists all five prices for each item 
covered and designates which discount class each ceiling 
is for. If a retailer bought a pair of misses’ full-lined 
storm rubbers, for instance, at 72 cents (10 per cent 
below the listed wholesale maximum price) that pur- 
chase would be in Class I, and as a consequence he 

[TURN TO PAGE 35, PLEASE] 
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Lower left, clockwise: Blue 
kid opera with hard leather 
sole and heel, L. B. Evans’ 
Brigadier; moccasin front 
soft sole slipper with soft 
sole, in natural tan, also 
from L. B. Evans; soft sole 
opera and soft sole scuff, 
both from Swan Slipper Co. 
Hose and neckware from 


Sambrooks, Ltd.. and F. A. 











MacCluer, Incorporated. 


ANOTHER Christmas rolls around, the second under 
war, and many thousands more men have given up 
civilian life to enter the armed services. As far as men 
are concerned, Santa comes to town this year with a 
gun on his shoulder in addition to his pack. 

In other words, the effects of war are reflected in a 
seriousness in everyone’s thinking—especially so when 
it comes to thoughts of Christmas gifting. For both 
the men in service and for those who yet remain in 
civilian pursuits, utilitarian gifts are the order of the 
day. 

For the service man, next to a letter from home (or 
a holiday furlough) is the need of many items that he 
can put to good use, things that he cannot or is not in 
a position to get for himself. High up on the list is a 
good pair of slippers, serviceable ones that can stand 
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the gaff of army life, utility slippers that are easily 
packed, ones to wear from tent to shower or for a few 
moments of ease before “lights out.” 

For the man at home, slippers have always stood high 
on the list in Christmas gifting and they’re going to be 
a lot more important this year for a comfortable hour 
at home, in homes that are going to be cooler this yea 
because of fuel rationing. 

There are few if any stores or departments that can 
lay better claim to having real utilitarian gifts for men 
than those that deal in shoes. Shoes, slippers and their 
many “extra” items such as hose, shoe shining kits, 
shoe trees, etc., are “basic” service gifts for both the 
soldier or civilian and this Christmas, more than any 
other will be a real “service” gift season for men 


everywhere. 
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SERVICE MAN’S CHRISTMAS 


That's the Byword for This Season More Than Any in the Past. For 


Men in Uniform or Mufti, Gifts That Are Needed Head Their Lists. 


The Shoe Store or Department Can Fill Many of These “Needs” 


Left, top to bottom: Zipper 
front knockabout shoe and 
next, the popular moccasin 
slipon, both from Arnoff 
Shoe Co. Bottom, a pull- 
man slipper kit for the ser- 
vice man of khaki canvas 
with soft leather soles, car- 
ried in a khaki canvas snap 
pouch, from Lyons & Com- 
pany. Right, shoe shining 
kit for the service man, in 
khaki canvas snap fastened 
case, Lyons & Company. 








Right, lower left, clockwise: 
Pullman slipper kit of brown 
kid, from Swan Slipper Co. 
for a comfortable evening at 
home despite cooler nights. 
these next two slippers fill 
the bill. First, a maroon 
felt soft sole slipper with 
brown felt button-down col- 
lar. Collar can be worn up 
around ankles if desired. 
Next, a red kid, felt lined 
opera with soft sole. Both 
from Daniel Green. 
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The Editor's 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Pat Your House in Order 


REMEMBER the story of the Southern darky? The England are automatically the law of the land, with- 


roof of his shack leaked. He couldn’t fix it while it 
was raining and then when the sun shone there wasn’t 
any need for fixing it. 

Well, that’s pretty much the predicament of shoe men 
in general: only in their case they are trying to live 6n 
hope rather than FACT. We now know that M-217 
is the law of the industry. Some men are evidently 
thinking that it is flexible enough to bend to cover the 
peculiarities particular to their individual business but, 
at any rate, the policemen hasn’t whistled as yet. 

But make no mistake about it. The law will be 
obeyed. Furthermore, it will be enforced—not so 
much by the policing power of WPB as the patriotic 
compliance of all merchants, everywhere. 

Slowly but surely merchants everywhere will see to 
it that this law is shared by all alike. Naturally, one 
must have a bit of tolerance with an industry that has 
had its way in everything in styling for so many years 
but tolerance ceases when cunning and cupidity give*to 
a favored few some edge and advantage over the many. 
These days are far too serious, in view of the death 
and desolation the world over, for a few individuals 
to march out of step and ahead of the common 
decency of the trade. No more on that subject because 
M-217 is a regulation shared by all alike—with favor- 
itism to none. 

Far more serious things are right in front of your 
nose to continue quibbling over a fair and equitable 
law of industry. The terrifying thing is, however 
speaking generally about all civilian industry—that it 
can’t read and follow war regulations without asking 





for thousands and thousands of special-case-opinions. 
Do you know that WPB in Washington is receiving 
54,000 letters per day, 4000 telegrams and 3500 
visitors—the great proportion of which might have 
been saved by reading the instructions and following 
the letter of the new business laws? 

As a general example of just how much respect we 
have for laws, do you know that very few people re- 
spect a sign saying “NO SMOKING.” Most of them 
think those are just two words stuck up there for some 
fool purpose. Such is not the case, however, in England 
for their signs that say “PLEASE DO NOT SMOKE” 
are universally obeyed. By the same token, all of the 
regulations that have been put upon business in 
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out quibble or explanation, even though it may mean 
complete cessation of business. There was an example 
of that only recently when, without notice or hearing, 
all exporting of shoes was prohibited even though 
there were shipments on the dock ready for sailing. 
Is it any wonder that the British pattern of civilian 
control is being studied for application over here? 

So much for that and now for the facts that have 
less flexibility, the first one being the labor shortage— 
for in every field of work, from the tannery through 
the factory right down to the fitting stool there is a 
shortage of manpower. Do all that you can to hold on 
to your skilled workers because “labor-pirating”’ is 
the order of the day. Look ahead a bit to the time 
when we will have half of our employable citizens in 
war work. Prepare against that day by training 
women to do the work. This is particularly true in 
shoe fitting because, in this field, a woman can sell 
shoes to women and children in a natural, practical 
way providing she is properly trained. Women at the 
bench in factories may help solve some of the diffi- 
culties. You can see man-power restriction coming 
just as sure as night follows day. 

What you can’t see are the little shortages that are 
coming in all lines of civilian work. Shoes are com- 
plex articles and so many ingredients that go into 
them are now subject to government war order taboo 
that it will be a miracle if Easter shoes come up to 
specification or even up to delivery date—-M-217 not- 
withstanding. 

You are facing the fact of a fuel shortage and that’s 
real if you use oil for heating. Your store and your 
home will be measured for 65 degrees and no more 
and you know what that means in discomfort, colds. 
etc. Are you prepared to give your customers heavier 
shoes and rubber protective footwear? Already an 
order has come out for certificate rationing of men’s 
rubber boots and rubber work shoes to insure neces- 
sary supplies of this footwear to men employed in 
shops essential to the war effort or to the protection of 
public health and safety. This is the first apparel item 
to be rationed and it portends things to come. 

So by these tokens there is every indication that now 
is the time to put your house in order. 
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Gloves, left to right: Novelty red, 
white and blue diamond pattern in an 
all wool mitten; heavy white wool in 
a cable stitch design; Bluejacket fab- 
ric in a dress-up glove with leather 
stripping on the back; yellow novelty 
knit in a wool mitten—all from Wim- 
elbacher & Rice. Socks, left to right: 
Bright red Links and Links campus 
knee high; dark green knee high sock 
in English rib; spun rayon and Aralac 
sock, soft and warm—all from J. W. 
Landenberger; bright red knee high 
wool sock in a lacy mesh—Brown- 
Durrell. Bag—Over-the-shoulder felt 
bag with gay plaid lining and sep- 
arate pocket with pad and pencil— 
Friedman-Lobel. Slipper—soft sole 
leather slipper in a gay color—Swan. 


PROMOTE 


CHRISTMAS 


CHEER 
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Opposite page, clockwise starting top left: Balalaika 
dolls, boy and girl, on velveteen scuffs, pretty but 
sturdy, from Joyce; 100% virgin wool in these lace 
mesh gay sport stockings from Brown Durrell. Flat- 
tering rayon mesh stocking with reinforced toe, heel 
and sole, from Gotham. Warm and flattering corduroy 
slipper with cozy collar from Daniel Green. Soft, 
supple and snug-fitting, this bright kidskin slipper 
with plaid lining from Swan. Dainty crushed velvet 
slipper, useful for many occasions, a Hi-Larks from 
Pli-Mode. Bunny fur makes a warm and attractive 
scuff from Middletown. 
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This Year Nobody Is Putting Money into Unnecessary Things, 


With GIFTS PRETTY 


But If Mother or Sister Needs a House Slipper, She Might As 
Well Have It in a Pretty Package on Christmas Morning As Go 
Out and Buy It for Herself. And an Expression of Kindness and 


Good Cheer Will Be More Appreciated than in Peace Times. 


WARMTH should be the keynote this Christmas . . . 
warmth of feeling in a world that needs all the kindness 
and affection that can be expressed . . . and that can 
be a great deal; and warmth in the very concrete form 
of gifts that will be foot and hand and body, as well 
as heart, warming. Homes, schools, offices and shops 
will be less well-heated this Winter. Keeping fit and 
free from colds becomes a patriotic duty with doctors 
and nurses occupied with war duties. 

That is why we show here warm stockings and socks 
of wool and spun rayon and aralac; woolen mittens 
and wool-lined gloves; bunny fur scuffs and cozy- 
collared slippers. We show other gifts, too, that em- 
phasize the heart-warming idea. They are gifts that 

[TURN TO PAGE 25, PLEASE] 


but PRACTICAL 







Reading clockwise, starting top left: 
Dressy, but capacious bag, in Whit- 
Cord fabric with pristal top; softly 


both from Morris White. In the new 
trend for very small bags, this saddle 
leather, saddle stitched, bag from 
Charles Burstein. Novelty lapel orna- 
ments in leather matched to shoes 
from Lapelle Co. Two Merry Hull 
Finger Free gloves from Daniel Hays: 
practical lined capeskin glove avail- 
able in several serviceable colors and 
youthful black velvet evening mitt 
trimmed with gold kidskin, also a 
practical item, eliminating cleaner’s 
bills. Another alligator print-on-calf 
bag, practical and smart with alliga- 
tor shoes, from Charles Burstein. 
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tailored alligator print-on-calf bag; --. 





















IN many places around the world our boys are fighting 
for the things we all hold dear—home and family and 
the traditions that we call “the American Way of Life”. 
It’s up to us at home to preserve the things they are 
fighting for. In planning our Christmas promotions, 
let’s go further than mere commercial demands. Let’s 
strive to contribute to the awakening of real Christmas 
spirit in the hearts as well as the minds of everyone in 
our communities. Let’s blend patriotism and sentiment 
in our decorations and displays. It may help some 
who are wondering if celebrating Christmas is worth 


this great tradition, and the importance to the morale 
of ourselves and our service men to carry on. Besides, 
millions of American children must not be let down. 
When the things that Christmas stands for have been 
forgotten in many parts of the world let us not forget 
or neglect them here. 

In our Recorper Shoe Store program we're com- 
bining the symbols of Christmas and the colors of our 
country. Our holly wreaths will be tied with red, white 
and blue ribbon. We shall suggest that in the windows 
of homes folks combine the flag and a wreath, or a 
wreath and the Victory V. As a main feature of our 
in-store decorations we shall have a large poster panel 


A Hanging Signs 
B Counter Canopy 
C Poster Panel 











WE AT HOME MUST PRESERVE THE THINGS THEY ARE FIGHTING FOR 
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Reeorder Plans 


For a Christmas Full of Christmas Spirit 


Ideas and Suggestions for Inexpensive Store Decorations 


to Give a Christmas Atmosphere That Will Match the Spirit 


of the Times as Well as the Season in This Year of War 











D Display Rack 


E Post Decoration 


with a wreath as a frame for sketches of a soldier and 
sailor, set off with ribbon streamers in flag colors, and 
using the line, “It’s up to us at home to preserve the 
things they are fighting for.” We plan to use Christmas 
carols played softly during the day on a phonograph. 
Perhaps you would like to invite folks to drop in toward 
the end of the day to sing carols together while someone 
plays them on an old organ that you may be able to 
discover by advertising. An old organ with an elderly 
player would make the news columns, if you want to 
consider the commercial angle. 

We're told we may not get all the trees and holly we 
want from customary sources. If we can’t get holly we 
will use other evergreen branches. We may substitute 
strings of popcorn and cranberries for tinsel. We may 
have to forgo elaborate lighting effects (especially in 
dim-out areas). We will have shortages, and we will 
have to get used to more shortages—but this year there 
are plenty of Christmas gifts and there need never be 
any shortage of Christmas spirit. 

Open displays of gift merchandise will be used. “Sam- 
pling” will cover most lines, with tickets giving brief 
description and price attached to each article. This has 
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F Ledge Trim 


G Showcase Trim 


been found to speed up selling considerably, and is of 
much help to the customer who is inclined to “look 
around” when gift buying. There will be tables or 
booths for certain special features. These will be easily 
set apart by suspending canopies of light lumber about 
four inches wide and covered with muslin trimmed with 
holly over the counter section or table. (Sketch B) 
The directional signs will be white boards edged and 
lettered in blue, suspended from the ceiling with red 
ribbons and trimmed with green holly cut from paper. 
In many places holly leaves cut from glazed paper will 
be very effective, if natural holly isn’t available. (Sketch 
A) 

Where we use the canopies over counter sections, we 
will repeat the holly border around the top of the show 
case. In some places this border will be attached to the 
wall board covering put over the top of the show case. 
In others the border strip will be used inside the show 
case next to the glass, or as a frame sloping back at an 
angle over the shelf. (Sketch G) 

For slipper samples or shoes we have planned racks 
with sloping shelves, having a solid back and front 

[TURN TO PAGE 25, PLEASE] 
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This room at left was used to show som« 

of the many civilian products made by 

the company before its conversion to all- 
out war production. 


Branch sales managers of the company. 
below, inspect many civilian goods that 
have been shelved for the duration. 


FROM PEACE 
TO WAR 


United States Rubber Company Stages Extensive 
War Exhibit in New York to Show Salesmen Scope 


of Conversion from Civilian to War Production 


BRANCH sales managers of the foot- 
wear division and salesmen now em- 
ployed in the factory training schools 
recently returned home from an ex- 
tensive war exhibit held by the United 
States Rubber Company in New York 
City, to show the scope of the firm’s 
war production. 

Two huge barrage balloons were 
inflated in the ballroom of the Wal- 
dorf-Astoria Hotel as part of the 
showing which demonstrated the 
rapid conversion from peace to war 
products. Hundreds of other war 


products were shown. 
[TURN TO PAGE 33, PLEASE] 


Two huge balloons were inflated in the 

ballroom of the hotel. At right is a group 

looking at the convoy-type balloon used 
to safeguard vessels at sea. 
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The right lubricants, the means for pro- 
perly applying them and wiping cloths for 


keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
tenance may vary, but the adequate equip- 
ping of an individual concerned with 
machine care, whether he be operator or 
full time maintenance man, is as essential 
today as bullets or field rations are to a 


CLEAN MACHINES AND GOOD 
LUBRICANTS WILL RESULT IN: 


@ Reduced wear and breakage 
@ More continuous production 
@ Reduced power consumption 
@ Smooth running machines 

@ More and better work soldier. 


OIL IS AMMUNITION — USE IT WISELY — BUT USE IT! 


Lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oi! your 
Ammunition. 
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Modernistiec Shoe 


Department in a 


Separate Shop 


Conrad & Company, Boston, Mass., Re- 
cently Opened a New, Attractive Women's 
Shoe Department in an Adjoining Store, 
with a Separate Street Entrance as Well 


as One Leading from the Main Store. 


WHEN Conrad & Company, Boston, women’s apparel 
store, decided to open a new shoe department for the 
sale of Natural Bridge Shoes, they did it in no half- 
hearted manner. They took over the building adjoining 
their store and devoted the new shop exclusively to 
this line. 

The new store has its own entrance on Winter Street, 
and an entrance also from the main store. The front of 
the shop is composed of two display windows, separated 
by an entrance door. Green glazed tile, blocked off in 


black, is used for the bases of the windows which are 
equipped inside with background and fixtures of natural 
finished wood. A large sign juts out, canopy-fashion, 

beyond the window level. 
Facing the customer entering the store from Winter 
Street is a large full length mirror, which makes the 
[TURN TO PAGE 33, PLEASE] 


Above—tThe front of the 

new Conrad shop from 

Winter Street. This loca- 

tion adjoins that of the 
main store. 


Left — Another view of 

the entrance to this sepa- 

rate department. The 

green and black tiling at 

the base of the windows 

provides an_ attractive 
color note. 
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Promote Christmas Cheer 


[CONTINUED FROM PAGE 19] 


These chenille scuffs for mother and daughter are suitable for Christmas and year- 


round gift giving. 


They are made in nine boudoir colors on long wearing split 


leather soles. The purple and white package with candle illustration, carrying out 
the “Bedtimer" theme, is appropriate for any season. “Bedtimers" from Kleinert's. 


will please because they are pretty or 
smart enough to take any woman’s or 
girl’s fancy and practical enough to ap- 
peal to her sense of fitness and good 
sense in a war-time year. 

In the children’s gifts, too, the prac- 
tical angle has been emphasized. The 
little dressy, leather-trimmed fabric 
gloves are dark in color to do away 
with unnecessary washing. The over- 
the-shoulder bag for the older girl was 
chosen as a good school bag and also 


as a practical bag for her civilian de- 
fense duties where hands must be free 
for the work in hand. 

You will find many angles of ap- 
proach to your promotion of Christmas 
items. Whatever you do, however, you 
are bound to keep in mind the special 
need this year for a friendly, helpful 
atmosphere in your store and an intel- 
ligent understanding of this year’s cus- 
tomer’s needs and problems. 





Star-Spangled Christmas 


[CONTINUED FROM PAGE 21] 


corner posts trimmed to represent can- 
dies. A small wreath trims the top of 
each rack. Where space permits two 
racks are placed back to back. The 
slippers are attached to the shelves 
with small ribbons run through holes 
bored through the shelves. Descrip- 
tive price cards accompany each slipper. 
To help the extras a code marking tells 
just where stock of any style will be 
found on the shelves. (Sketch D). 

In a narrow store one can make use 
of shelf space from which regular shoe 
stock has been removed, by lining the 
shelves with white paper and framing 
the entire space with a holly covered 
frame as in sketch D. 

For ledges we have arranged narrow 
bands of red, white and blue ribbon 
along the edge, and groups of “candles” 
made from round poles painted white, 
Set at angles in holes in a small board. 
Candles are wound in red ribbon with 
holly sprays here and there. Flame of 
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candles is cut from paper; or small 
lights might be used. On posts we shall 
use ribbon and holly interwound. 
(Sketches E and F). 

This Christmas a gift of rubbers, 
nylon hose or warm house slippers is 
truly “A Gift to be Prized” and we’re 
going to emphasize the point by show- 
ing each under one of those old-fash- 
ioned glass covers together with the 
caption. Another version of the idea 
would be to show them inside of a 
simulated safe. One special request 
that we shall post prominently will be, 
“Please be sure to get the correct size.” 
Another thing we shall do is to have a 
mailing service for gifts to boys in 
camps, in connection with our Ser- 
vice Men’s Gift Section. As always in 
the Recorder Store, merchandise will 
be displayed to make it easy for cus- 
tomers to browse around, and sales- 
people will be instructed to be atten- 
tive but not to disturb to “looker.” This 
is necessary because most of the time 
shoe store customers are shown mer- 
chandise instead of looking around. 











PROFIT-SHARING PLAN 
YIELDS BIG EARNINGS 
FOR MANAGERS OF 
HEALTH SPOT SHOE SHOPS 


All over the country, men 
operating Health Spot Shoe 
Shops are enjoying the best 
jobs they’ve ever had and 
making more money than 
they’ve ever made in the retail 
shoe business. 


This is made possible by the 
unique plan under which these 
shops are operated, whereby 
the manager receives a salary 
PLUS a liberal share of the 
profits. 


If you have often thought you 
would like to be in business for 
yourself, but lacked the neces- 
sary capital, you will find the 
Health Spot Shoe Shop plan 
the answer to your hopes and 
dreams. 


You come in for a large share 
of the profits earned by the _ 
store, yet you do not have to 
make any investment, nor do 
you have any of the responsi- 
bilities connected with owning 
a business. 


Paul E. Whalen 
Manager 
HEALTH SPOT SHOE SHOP 
352 S. Warren St. 
Syroecuse, N. Y. 


Mr. Whalen is a successful Health Spot 
Shoe Shop manager, bringing his store 
volume up month after month and 
building up his income at the same 
time. 


MEN WANTED! 


If you recognize this as the oppor- 
tunity you've been waiting for, send for 
an application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











32,0 
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/ lied Kid Company 


100 GOLD STREET, NEW YORK 202 SOUTH STREET, BOSTON 


HUNTINGTON AND FAIRHILL STS., PHILADELPHIA, PA. 
519 W. HUNTINGDON ST. PHILADELPHIA, PA. 
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THIS WEEK IN 


SHOE TRADE 


wITIYS 


"NATIONAL NEWS*® 


News 


Contracts Let for Army Service Shoes 


Total of 1,800,000 Pairs in Latest Awarding of Contracts, 
Over Half to be Manufactured by Four Large Companies 


Boston, MAss.—Announcement has 
been made at the Boston Quartermas- 
ter Depot of the award of contracts to 
manufacture 1,800,000 pairs of service 
shoes for the Army. Of this quantity 
more than 50 per cent is divided among 
four of the larger companies—Interna- 
tional Shoe Co., Brown Shoe Co., Endi- 
cott-Johnson Corporation and the J. F. 
McElwain Company. As in previous 
contracts, shoes with rubber taps are 
specified. Following is the list of 
awards: 

International Shoe Co. (three fac- 
tories) 300,000 pairs. Endicott-John- 
son Corporation (three factories) 250,- 
000. Brown Shoe Co., 165,000. J. F. 
McElwain Co., 210,000. Holland-Racine 
Shoes, Inc., 46,000. Craddock-Terry 
Shoe Corporation, 46,000. Mid-States 
Shoe Co., 32,000. Ascutney Shoe Cor- 
poration, 10,000. Daly Bros. Shoe Co., 
35,000. Albert H. Weinbrenner Co., 
$2,000. R. P. Hazzard Co., 32,000. John 
Pilling Shoe Co., 12,000. 

J. Landis Shoe Co., 12,000. Shelby 
Shoe Co., 25,000. Bedford Shoe Co., 
12,000. Joseph F. Corcoran Shoe Co., 
20,000. Jung Shoe Co., 10,000. Free- 
man Shoe Corporation, 40,000. Milwau- 
kee Shoe Co., 10,000. Allen-Squire Co., 
30,000. Belleville Shoe Mfg. Co., 28,000. 
Wm. Brooks Shoe Co., 28,000. Hubbard 
Shoe Co., 20,000. Hill Bros. Co., 23,500. 
Perry-Norvell Co.. 22,000. Saco-Moc 
Shoe Corporation, 10,000. Bridgewater 
Workers’ Cooperative Association, 10,- 
000. G. P. Crafts Co., 12,500. The Gar- 
diner Shoe Co., 10,000. A. R. Hyde & 
Sons Co., 32,000. 

John E. Lucey Shoe Co., 23,000. Sam 
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Smith Shoe Co., 20,000. E. J. Givren 
Shoe Co., 17,000. Leonard & Barrows 
Shoe Co., 17,000. Curtis-Stephens- 
Embry Co., 6,000. A. Freedman 4; 
Sons, Inc., 18,000. Commonwealth Shoe 
& Leather Co., 19,000. Doyle Shoe Co., 
15,000. Gil-Ash Shoe Co., 11,500. 
Farmington Shoe Mfg. Co., 10,000. 
Knipe Bros., Inc., 10,000. Conrad Shoe 
Co., 7,500. Red Wing Shoe Co., 8,000. 
Chippewa Shoe Mfg. Co., 8,000. E. E. 
Taylor Corporation, 12,000. A. G. Wal- 
ton & Co., Inc., 8,000. Koss Shoe Co., 
10,000. Boston Athletic Shoe Co.: 
9,000. Wall-Streeter Shoe Co., 18,000. 
J. Edwards & Co., 7,000. Knapp Bros. 
Shoe Mfg. Co., 10,000. A. S. Kreider 
Shoe Mfg. Co., 5,000. A. S. Kreide 
& Sons Co., 6,000. 


Open Shoe Department 


St. Louis, Mo.—The Midland Shoe 
Company recently opened a new first 
floor departemnt at the Boston Store, 
Fort Dodge, Iowa, carrying women’s 
shoes exclusively. Charles Chase is 
manager of the new department. He 
was formerly with Midland’s leased 
department at Gephart & Gushard Co., 
Decatur, Ill., as assistant manager. 

The Midland Shoe Company also an- 
nounced recently that they reopened 
their Fort Smith, Arkansas depart- 
ment. This department had been locat- 
ed in Polloks Arcade and was destroyed 
by fire a short time ago. The revpened 
department is now in temporary quar- 
ters just across the street from Polloks 
Arcade. 


SATURDAY*® 
OCTOBER 3, 1942 e 


Named Moulton-Bartley 


Secretary 


St. Louis, Mo.—W. W. Moulton, 
President of Moulton-Bartley, Inc., has 
announced the recent appointment of 


JAMES S. LEGG 


James S. Legg as secretary of the com- 
pany. With the company for the past 
three years, Mr. Legg has served in an 
administrative capacity, supervising 
sales and credits. He will continue 
with these duties in addition to those 
of secretary. 


New Manager for Allen Store 


MINNEAPOLIS, MINN.—Charles Weis- 
man is the new manager of the Allen 
Shoe Store, 610 Nicollett Ave. He came 
here from the Allen stores in Omaha 
where he was assistant manager. 

Louis Ostrov, formerly with the Allen 
stores in Duluth, is the new assistant 
manager at the Minneapolis store. 

The Allen stores report an increased 
business, due, it is thought, to the large 
number of war workers in this section. 
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New Paterson Store Has Beautiful, Modern Interior 


| 





Restful, homelike environment puts customers at ease in new Metz Shoe Store. 


The interior of the new Metz Shoe 
Store at 115 Ellison Street, Paterson, 
N. J., is unusual, attractive and de- 
cidedly practical. The women’s section, 
with its soft green walls and dull red 
carpet edged in taupe, is equipped with 
charming and comfortable chairs up- 
holstered in yellow, green and taupe 
leathers. 


The walls on both sides are decorated 
with display windows having a pale 
green background before which are 
shown the very latest in footwear and 
matching handbags in simple leathers 
and in the most exotic. At the end of 
the lounge, above the wide doorway 
leading to the men’s and children’s de- 





M-217 Better than Rationing, Retailers Say 





Viewpoint of Rochester Merchants That “This Is War’? Prob- 
ably Reflects Consensus Of Trade in Most Localities 
; By CLARENCE A. LITTLE 


ROCHESTER, N. Y.—With footwear 
conservation . order M-217 limiting 
styles and colors of footwear for Spring 
and Summer, 1943, shoe retailers here, 
as in other localities the country over, 
are preparing to adjust their businesses 
to meet its requirements. 

Taking some of the leading shoe re- 
tailers of Rochester as a representative 
cross section, the attitude of the mer- 
chants may be summarized as a realis- 
tic recognition that “this is war.” 
There is no complaining. 

They realize that some hardships 
may come out of the decree of the 
Director General for Operations of the 
War Production Board, because volume 
of sales will be curtailed. But they are 
preparing to go along with it, confident 
that the inventive ingenuity of shoe 
manufacturers and designers will cre- 
ate new materials and designs which 
will enable them to do so. 

Out of these new creations in mate- 
rials that will not be needed for our 
armed forces, and new designs devel- 
oped to harmonize with them, may be 
expected to emerge the styles of tomor- 
now, in the opinion of merchants here. 
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They are hopeful that volume may be 
in keeping with the needs of stores and 
their customers. 

If the order for conservation of 
leather prevents the rationing of shoes, 
which all want to avoid—if it proves 
to be the necessary incentive for inven- 
tion—then, the retailers believe, it will 
prove a notable contribution toward 
winning the war, as well as to their 
own efforts to continue earning a live- 
lihood. 

Don J. Burke, of Burke’s Bootery, in 
commenting on the Conservation Order, 
said: “The law is specific, clear, and 
the only thing to do is to follow it. My 
understanding is that, regarding red, 
plum, beige, green—all prohibited col- 
ors—if a manufacturer has the leather 
on hand now he may make it into shoes. 

“There were some retailers who were 
familiar with what was going to be 
done and they went ahead and ordered 
spectator types of shoes on this advance 
information. We were offered some of 
these shoes but refused to buy them, 
not because I felt it would have been 
unpatriotic to have done so, but for the 
reason that such shoes will be ‘dated’ 


partments is a handpainted mural 
showing the “life of man” in its span 
from infancy to the birth of anothe 
generation. 

Intelligently planned and handsomely 
equipped, the store stands ready to 
offer the best possible shoe service to 
people of this city and surrounding 
communities. 


next year. Women to whom they will 
be offered will recognize them as last 
year’s shoes—out of style. 

“It is my opinion that shoe manv- 
facturers are versatile enough to pro- 
duce fashionable footwear with what 
colors are allowed; that scientists will 
provide good materials and designers 
create designs of appealing beauty as 
they have been doing. 

“Therefore, we shall follow the trend 
of the times and try to have what the 
public wants within the limits of this 
order. Shoe retailers should remember 
that the person who buys three pairs 
of shoes at a time, for instance, will be 
out of the market for some time after- 
ward. Too many are asking for extra 
pairs of shoes. 

“When customers ask us if shoes are 
going to be rationed we tell them their 
guess is as good as ours.” 

George H. Trentman, of William 
Eastwood & Son Co., Inc., said “Of 
course, we are wondering what we are 
going to have to replace our big sellers. 
But something will be developed to take 
their place. I would not be surprised 
to see an all-over tan saddle oxford 
replace the popular brown and white, 
as one illustration. 

“Certainly there is a lot to test the 
ingenuity of shoe designers—but they 
have met every challenge in the past 
and I believe they will do so again. 
They are talking of a plastic which will 
be a substitute for leather soles, and 

[TURN TO PAGE 33, PLEASE] 
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Laced Vamps under M-217 


New YorRK—At the recent N.S.R.A. 
Spring Style Conference in New York, 
A. J. Spring, of the War Production 
Board, was asked whether a row of 
imitation leather lacing on a vamp came 
under the restriction of woven vamps. 
The illustration given was a moccasin 
type of shoe with a leather lacing over 
it. 

Mr. Spring replied: “Yes, that is a 
laced vamp. Lacing woven through 
perforations or woven around a raised 
moccasin seam, or shoe laces used 
through the eyelets to hold the shoe on 
the foot that are of different color are 
disallowed.” 


To Manage Saginaw Store 


SAGINAW, MicH.—The Michigan 
Health Spot Shoe Stores, Inc., has ap- 
pointed Miss C. Buss as manager of 
their store at 106 S. Washington Ave- 


MISS C. BUSS 


nue, here. This is one of a chain of 
exclusive Health Spot Shoe Shops owned 
and operated by this corporation in the 
State of Michigan. 

Miss Buss is well qualified for the 
duties of a Health Spot Shoe Shop 
operator, for she has been in the retail 
shoe business for a number of years. 
She has also completed the special 
training course provided by the cor- 
poration for its new operators. 

There are Health Spot Shoe Shops 
all over the country, owned by eighteen 
different corporations. Many of these 
shops are being operated successfully 
by women. 


Alfred G. Matless 


WHITMAN, Mass.—Alfred G. Matless, 
prominent shoe manufacturer, director, 
treasurer of Commonwealth Shoe & 
Leather Co., Whitman, Mass., and 
Gardiner, Me., a leading figure in the 
men’s shoe industry, passed away after 
a very brief illness at a Boston hos- 
pital recently. 

Mr. Matless entered the shoe manu- 
facturing business 40 years ago with 
Huiskamp Bros., Keokuk, Iowa, where 

became superintendent. Later he 
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SOLE LEATHER REVEALS — 
WORTH OF SHOES 


*% The scientific 
blending 

qualities essential 
to profitable shoe 
manufacturing and 
merchondising, in 
one super - fine 
brand. 





BOSTON-MASS 


WESTERN DEPARTMENT 1012 NORTH THIRD STREET, MILWAUKEE. WISCONSIN —— 





joined the W. H. McElwain Co. as 
superintendent of factories, and became 
general manager of distribution and a 
director of the company. In 1921 the 
W. H. McElwain Co. merged with the 
International Shoe Co. Shortly, there- 
after, Mr. Matless became associated 
with the Commonwealth Shoe & Leather 
Co. as director of sales and advertising 
and treasurer of the company. 

Mr. Matless was a keen analyst of 
distribution, retail merchandising and 
advertising. His influence on men’s 
shoe merchants through nation-wide 
personal contacts was far-reaching. He 
was 58. 


Stresses Value of Advertising 


SAN FRANCISCO.—Alice Burrows, as- 
sociate editor of Vogue, addressed a 
joint luncheon meeting of the San 
Francisco Fashion Group and Adver- 
tising Club at the Palace Hotel. She 
said advertisers who keep their names 
or products before the public during 
the war will earn big dividends after 
the war is over. She stressed the expe- 
rience of producers who spent millions 
of dollars after the last war who were 
unable to regain markets lost through 
lack of advertising during the war 
period. 
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Women's Shoes 


i 


Girdle m 2ene Patent-hi heel—open 


K 3455 Patent - continental 
heel—open toe 
K 3456 Patent-hi 

closed toe 
K 3494 Suede-hi heel—open 
toe 





heel — 


K 3495 Suede-cuban heel— 
open toe 
K 3496 Suede-hi 
wo cavemng closed toe 
G 3484 oe 
heel—open t 
L 3484 ding 
heel—open toe 
R 3484 Red crocodile-hi heel 
—open toe 
$1.90 less 5% 30 days 
Widths AA te C 
Sizes 3% to 10 
Extra charge on small orders 


GROVES SHOE COMPANY 
311 West Monroe Street, Chicago, Illinois 
Write for folder 


heel — 


crocodile- hi 
COnctaceo 


crocodile-hi 
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Men's Shoes 
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America’s BEST KNOWN SHOES 


Outstanding Fall Line . . 

Nationally Advertised . . 

Local Cooperative Advertising . . 

Adequate Markup . . 

Maintained Quality . . 

Efficient Stock Service . . 
Inquire regarding 

DOUGLAS FRANCHISE 
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Moccasins 


8 Oe Oe ek oe ee ee ee er ee eee 





Men's, Boys’, Ladies’ 


$1.30 up 


18 Styles 
IN STOCK 


Send for NEW 


Style £6146 Catalog 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 


Joins Baker Shoe Shop 


MINNEAPOLIS, MINN. — The Baker 
Shoe Shop at 602 Nicollett Ave., has 
a new assistant manager, Charles John- 
son, who came there from the Baker 
stores in Kansas City, Mo. 
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Vulean to Close 


N. Y. Studio 


PORTSMOUTH, OHIO—Vulcan Corpor- 
ation announces the closing of their 
New York style studio, Room 1018, 19 
West 34th Street, for the duration. 

Limitation Order, M-217 restricting 
production of high style footwear and 
eliminating new styles of lasts is a 
war conservation measure; therefore, 
the officials of the corporation feel that 
it is a patriotic move to close their style 
studio and comply with the restrictive 
order 100 per cent, by discontinuing 
immediately the developing or showing 
of any new styles. Officials feel that by 
making this move and investing in 
War Bonds the expense of maintain- 
ing their New York studio, they are 
doing their part to further the war 
effort and comply with the limitation 
order in all respects. 

Vulcan is very appreciative of its 
many friends who visited the studio, as 
well as the many who made their tem- 
porary headquarters there while visit- 
ing the city. These visits will be missed 
for the duration by the New York City 
personnel. 

The corporation suggests that any 
inquiries by customers that would ordi- 
narily be addressed to their New York 
Office be sent, instead, to the nearest 
branch plant—Brockton, Mass.; John- 
son City, N. Y.; Portsmouth, Ohio; St. 
Louis, Mo.—or to the home office in 
Portsmouth, Ohio, where all inquiries 
will be given most careful and prompt 
attention. 


Hood Employees Receive 
Minute Man Flag 


WATERTOWN, Mass.—Employees of 
Hood Rubber Company, here, received 
a Minute Man Flag recently, for 90 
per cent participation in purchasing 
war bonds and stamps through payroll 
deduction. A combined Labor-Manage- 
ment committee was responsible for the 
group participation. 

The flag was presented to G. Law- 
rence Munch, president of the company, 


Burke, Deputy State 
Administrator of the War Savi 
Staff. Mr. Munch, in turn, presented 
it to Mrs. Marie Williams, chairlady of 
the Labor committee. Present at the 
ceremony were: Mr. Munch; R. H., 
Bianchard, vice-president; A. C. Brett, 
treasurer; F. S. Dane, assistant trea- 
surer; C. P. Griffith, assistant trea- 
surer. The following represented the 
Labor organization: Robert Bucell 
Mrs. Williams, Jack Lynch. 


Ly Francis E. 


ngs 


Sole Man’s Bon — 


In Dispatches 

Ottawa, CAN.—Pilot Officer R. F. 
Jenner, the son of Fred E. Jenner, 
Canadian representative of Lima Cord 
Sole & Heel Company, was mentioned 
in dispatches from London recently for 
rescuing the rear-gunner of a burning 
Stirling bomber after two other mem- 
bers of the crew had died in the at- 
tempt. Pilot Officer Jenner crawled 
through a break in the fuselage, drag- 
ging the injured gunner to safety. The 
front gunner and the flight engineer 
had been killed by exploding gasoline 
tanks a few moments before, when 
they tried to reach the rear gunner. 

The bomber was returning from a 
raid on Germany and was hit by flak 
after unloading its bombs. Returning 
home, badly crippled, with only two 
starboard engines running, the plane 
managed to reach the English coast 
when the plane crash-landed and caught 
fire. Pilot Officer Jenner was a mid- 
upper gunner and the only Canadian 
in the crew. 

He was born in Montreal and moved 
to Ottawa seven years ago. He enlisted 
in the R. C. A. F. in 1940 and went 
overseas in 1941. He was commissioned 
a month ago. 


New Store Opens 

HARRISBURG, PA.—The Empire Shoe 
Shop under management of Morton N. 
Schaffer, opened in the Schleisner 
Building, here, recently. The new store 
has modern fixtures, with a white and 
blue decorative scheme. 





Suggestions for Christmas Promotion 


Two gift items which can be featured in your store as Christmas merchandise. 
Left—soft felt soft-sole child's shoes in sparkling gift box—Trimfoot. Right—pretty 
and gay girl's slipper with hard sole, fur trim—Lucille Footwear. 
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COLONIAL 


NATURAL SOLE 


SPLITS 


Uniform color . . . firm body for 
better edge setting ... 
retan for longer wear ... all 


chrome 


weights including light weights 
for slippers. Samples on request. 


COLONIAL TANNING CO. 
BOSTON, MASS. 


olso producers of work shoe splits 
ond Colonial Potent 





Opens Allentown Store 

Pa.—After plans and 
preparations dating back for over a 
year, the newest unit of Charles Stores 


ALLENTOWN, 


opened here recently. While difficulties 
in receiving necessary building ma- 
terials due to priorities made several 
changes in the original specifications 
necessary, the new store, which has a 
frontage of 102 feet on Hamilton Street 
running through, in an “L” shape to 
9th Street, where there is another en- 
trance, presented an attractive modern 
appearance. 

The store is air conditioned, with fix- 
tures of blond wood, in an eye-appeal- 
ing color scheme and with a flourescent 
lighting system. Unusual is a sweep- 
ing staircase leading to the Downstairs 
Fashion Shop, backed by mirrors ex- 
tending the entire two stories of the 
building. A separate Toy & Gift Shop 
at the 9th Street entrance is another 
attractive feature. 

Opening day crowds were great when 
the store was officially opened by Mayor 
George Erich who cut the ribbon at the 
main doorways. Several thousand spec- 
tators blocked the sidewalks and over- 
flowed into the street prior to the open- 
ing itself. 

_Extensive newspaper space and radix 
time was used to announce the event, 
and a welcome ad was run by Hess 
Bros. Department Store. This is the 
third unit opened by Charles this year. 
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Momper to Manage 
Potter Departments 


CINCINNATI, OHI0O—Henry J. Mom- 
per, formerly buyer of the budget shoe 
department for H. & S. Pogue Co., re- 


HENRY J. MOMPER 


signed recently to join Potter Shoe 
Company as manager and buyer of the 
juvenile and sorority departments of 
that store. Mr. Momper’s connection 
with the Pogue organization began 
eleven years ago; for fifteen years prior 
to that he had been upstairs shoe buyei 
at Roliman & Sons Company. 

Mr. Momper succeeds Henry Gordon, 
recently retired from Potter Shoe Com- 
pany. Mr. Gordon, who was connected 
with this company for 35 years, was 
a well-known figure in shoe circles, both 
national and local. 


Sternback to Manage 
Feder Store 


Los ANGELES, CaLiIF.—Julian Stern- 
back is now manager and buyer for 
Leo Feder, Inc., a retail shoe store 
which has specialized in anatomic foot- 
wear since its inception 30 years ago. 
Mr. Sternback comes here after man- 
aging the Innes Shoe Co. basement 
(Los Angeles) for three years, previ- 
ous to which he operated the Julian 
Shoe Stores in Wichita, Kans. 

“Bud” Feder, son of the founder and 
who has been managing the store since 
his father’s death a year ago, has en- 
listed in the Air Corps. Mrs. Leo Feder 
still holds controlling interest. 

A change in policy which will broad- 
en the scope of the business has been 
decided. A more central location is un- 
der consideration. While the store will 
continue to stress the importance of cor- 
rect anatomical shoe fitting, their plans 
are to introduce a more extensive line 
of low heel sport and service shoes for 
men and women, shoes which will be 
based on anatomical requirements of 
war and other industrial workers, thus 
increasing the wearer’s physical effi- 
ciency. 
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STEEL TOE 
SAFETY SHOES 


and 
POPULAR PRICED 
WORK SHOES 
Carried In Stock 
GOODWILL SHOE 
COMPANY 


Mollicte 





Union Made 
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Innersoles 


Co er err 


We're a success 
in shoe retailing 
We please the FEET 
— it's easy sale-ing. 
EDGAR S. KIEFER TANNING CO 


TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES. CHICAGO, 223 W. LAKE ST. © BOSTON, 42 UNCOUN ST. 


PIGSKIN 


INNERSOLES - COUNTERS: WELTING 
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Field Boots 


LO 
Boost Sales with 


The Shoe of The Year 


An Asco Boot Value! 


@ Selected Elk Uppers 
@ Custom Bilt Styling 


$3.25 @ Narrow Heel Lasts 


@ Made in Brown and 
Black 


In Stock For 
At Once Delivery 


Style 846 Ladies’ Sizes 3-9 


im” ARNOFF SHOE CO.,INC., 101 Duane St.,N.¥.C 


Earns Commission in Artillery 


LYNN, Mass.—Charles N. Todd, of 
the Krippendorf Kalkulator Co., is now 
an officer of the U. S. Artillery. He is 
a son of Nelson B. Todd, of the United 
Shoe Machinery Corp. He graduated 
from the officers’ training school at Fort 
Sill, Okla. 
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= MEN'S & BOYS’ WORK SHOES 


Saris 


Honest Value 

In Boery Pots 

ROBERTS-HART, INC. 
KEENE, N. H. 
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Carton Labels 


So re Or re 


Exclusive CARTON LABELS 
Gdvetist Yourself, 


100” SOMEONE ELLE 


TOLMAN- DAVIDSON 


—ADVERTISING PRESS, Inc 
BROCKTON, MASS. 
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Children's Shoes 
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The C. A. Haines 
Shoes for Children 


IN STOCK 





BcD 





a Writefor Cats. £2104 

white Ent 
‘SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 


oy & carried in stock by 





S. Freiburger & Bro. Co., 
119-121 E. Columbia St., 
Fort Wayne, Indiana 

Los Angeles, Cal. 


Sy - Shoe 
251 . Jefferson St., 


etroit 
ay Shee Co... .. 
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Bowling Shoes 


AP 6 Fei Pe AP. 6 


$4.90 
up 


ASCO 
BOWLING SHOES 
and OXFORDS 


20 STYLES WN STOCK | 
IMMEDIATE DELIVERY | 
All reg. combination soles | 
Right foot rubber sole | 
Left foot leather sole 
SEND FOR 
CATALOG | 







No. 730 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C. 
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L. J. MeWaters in 
Quartermaster Division 
St. Louis, Mo.—Leon J. McWaters, 


energetic and genial sales manager of 


the Little Welt Division of General 





if 


L. J. McWATERS 


Pvt. 
Illinois. 
McWaters was inducted into service at 
Ogelthorpe, Georgia, a few weeks ago, 
where he was classified and assigned 
to the Quartermaster Division. 


Mc- 
Mr. 


Shoe Corporation, is now 
Waters at Chanute Field, 


Says Pvt. MeWaters, “I really like 
this Army life, and you would be sur- 
prised how quickly one can adjust him- 
self. The work is anything but hard, 
and restrictions are few.” 

It is understood that for the time be- 
ing the position of the sales manager 
at Little Welt is being held open by 
general manager, Burton Huffman. 


Trade Contributes 
$19,743.68 to Fund. 


New YorkK—Murray Rosenberg, of 
Miles Shoes, chairman of the boot and 
shoe section of the Greater New York 
Fund’s 1942 campaign, has reported to 
John W. Hanes, former Under-Secre- 
tary of the Treasury and general chair- 
man of the drive, that firms and em- 
ployee groups in the boot and shoe 
trade have contributed $19,743.68 to the 
Fund. The success of the appeal to the 
trade, according to Mr. Rosenberg, was 
due largely to those on the committee. 
These include the following: 

Ward Melville, of the Melville Shoe 
Corp.; Sam Staff, of Julius Grossman 
Shoes, Inc.; William Schmidt, of Morse 
& Rogers; Ed Farian, of the Knomark 
Mfg. Co.; Leonard Friedman, of the B. 
Friedman Shoe Co.; M. L. Friedman, of 
the A. S. Beck Shoe Co. and L. A. Car- 
lin, of the Knight Slipper Co., all vice- 
chairmen; also the following committee- 
men: Herbert Lehmann, of Herbert 
Lehmann, Inc.; H. M. Stollmack, of the 
Carlisle Shoe Co.; Herman J. Schaffer, 
of Blue Ribbon Shoemakers, and John 
Harris of Ross-Harris, Inc. 

Of the $19,743.68 contributed so far 
by the trade, $18,888.25 came from 











firms and $855.43 from employe 
groups. A final report will be made be. 
fore the books close on December 31, 
The Fund appeals once a year exely. 
sively to business firms and employee 
groups on behalf of 400 voluntary wel. 
fare and health agencies that 
2,000,000 New Yorkers annually 


ASsist 





Repairmen Comply with 
OPA Regulations 


New YorkK.—Sharp improvement has 
oczurred in the degree of compliang 
among shove repairers in New York t 


OPA requirements as to posting of 
ceiling prices on the new “Victory” 
rubber heels, it was reported by W. Vy 
Dunn, rubber specialist in the Ney 


York Regional Office of OPA. 

Mr. Dunn reported that a survey just 
completed showed that 60 per cent of 
the repair shops surveyed were in con- 
pliance with posting requirements and 
About 


were charging ceiling prices. 
7 per cent were selling below ceiling 
prices. 

This followed a survey early in the 
month which showed virtually no com- 
pliance with the posting regulation 
among sellers of Victory heels. A warn- 


ing was issued and trade associations 
in the field cooperated in circulating 
information among the repairmen. Mr 
Dunn said that while the improvement 
in compliance was gratifying, there will 
be further surveys, and failure to com- 
ply may lead to early action by the 
OPA enforcement division. 





High Style Fall 
Collection Presented 


New York — Fall styles for all oc- 
casions were presented by Delman re- 
cently at his New York Salon, follow- 
ing the opening of his new department 
at Adrian’s in Beverly Hills. Through- 
out the collection there is a classic de- 
votion to black and brown, particularly 
among the dressmaker suit shoes. A 
series of originals, simple, classic yet 
casual, have been designed for ease in 
extra-active service. For the simple 
daytime suit, smooth dressier types 
have fresh treatments. A series of 
P. M. suedes have been styled for more 
formal daytime occasions. Late after- 
noon and dinner sandals are lively 
with jewel colors and are ultra-feminine 
and imaginative. All Delman models 
are now United States Patent Designs. 





In Air Force 


SALEM, Mass. — Ira Vaughn Wood- 
bury, Jr., is in the air force, mechani- 
cal branch, after six months’ training, 
and Mrs. Woodbury, enrolled in the 
WAAC, was last week assigned to the 
communications service. Mr. Woodbury 
is son of Ira Vaughn Woodbury, for- 
ferly of the Kozy Slipper Co. of Lynn 
and Philadelphia, and is related to the 
late Ira Vaughan, former president o 
Dungan, Hood & Co., tanners. 
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M-217 Better than 
Rationing 


[CONTINUED FROM PAGE 28] 


substitutes will be found for other 
materials. 

“Volume may shrink, and it may be 
increasingly difficult for a time to make 
money in the retail shoe business. But 
we are going to meet conditions as they 
come along. One thing is certain— 
people are going to continue to wear 
shoes. They may wear them out faster 
than they do now. If that happens 
shoes will sell faster. 

“We are not so concerned about this 
order as we would be about rationing.” 


Stick to Basic Shoes 


Ernest R. Park, of Park Sons, Inc.: 
“Ours is an ultra conservative store, 
but we have colors in stock. We tell 
customers that they will be able to get 
general wear shoes, which is a fact, 
but retailers should ask their customers 
te buy colors during the next six months 
because it may be hard to dispose of 
them later. 

“The time may come when the person 
asked to buy colored shoes—the pro- 
hibited colors—may feel as guilty about 
making such a purchase, even though 
they were made before this order goes 
into effect, as he would be about buying 
gasoline to which-he was not entitled. 

“We are going to clear our stock so 
that what remains will be salable for 
12 months of the year. Perhaps in 
doing so we can help to iron out busi- 
ness for shoe factories so that they 
will not have peak seasons to such an 
extent as at present.” 


To Push Colors in Stock 


William Pidgeon, of Pidgeon’s Shoe 
Store: “We shall work in harmony with 
the government regulations and retail 
shoe associations. We intend to stick 
to basic shoes as nearly as possible that 
conform to the regulations. We will 
handle dress shoes which look sensible 
and reasonable provided they also con- 
form to the regulation. 

“We will be guided largely by what 
manufacturers from whom we get our 
goods tell us and by what they have to 
offer, because, after all, we cannot 
change our sources of supply. If we 
do not have some kinds of shoes we are 
not going to worry about it. 

“People, in my opinion, will be rea- 
sonable in their demands when they 
learn the truth. When customers tell 
us what they want and we do not have 
it, we will then ask for their second 
choice. We will continue to advertise 
what we have for sale. 

“Those who will be hardest hit by 
this order are the ones who sell extra 
cheap shoes, but specialize in styles, 
and the retailers who have first quality 
Shoes in high styles.” 

Dennis J. Duffy, of the I. Miller 
Store: “Although I have not yet heard 
from our headquarters, I feel certain 
that new footwear will be brought out 
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conforming to the government regula- 
tions, but with artistic beauty meeting 
the full demands of high style. Our 
designers are resourceful and clever 
enough to do that with what materials 
are available and with others that will 
be created.” 


From Peace to War 
[CONTINUED FROM PAGE 22] 


One of the balloons, looking like a 
viant silver fish, was the new British 
type that has operated successfully in 
defending strategic areas of England. 
The other was the convoy type used to 
safeguard vessels at sea. 

Near the balloons were inflatable 
boats being made for the Army, Navy 
and Marines, ranging in size from the 
one-man parachute boat for single- 
seater fighter planes to the 10-man 
assault boat of the Marines. The 
emergency life boats for planes are 
orange in color for quick visibility; the 
assault boats, grey-green for invisibil- 
ity. 

An important part of the exhibit 
was a large group of fuel cells, air- 
plane gasoline tanks that seal them- 
selves after bullet hits. They were 
shown in many shapes and sizes, each 
designed for a special type bomber. 

Life-saving suits that have helped 
save the lives of many in the Merchant 
Marine, asbestos fire-fighting suits 
used on airplane carriers and air fields 
for emergency work, diving dresses 
used by the Navy for salvage and con- 
struction, and pontoons that make pos- 
sible quick bridge building, were among 
other items. As contrast in adjoining 
rooms of the Waldorf, were complete 
displays of peace products, not now in 
production. 

The prime reason for the exhibit 
was to bring home to district mana- 
gers all aspects of conversion and to 
educate salesmen who are now em- 
ployed in factory training schools. 


Modernistic Shoe 
Department 
[CONTINUED FROM PAGE 24] 


store seem larger than it actually is. 
Stock is placed on the side walls, with 
framework in oak. An unframed paint- 
ing of Natural Bridge in Virginia has 
a prominent position at the rear of the 
store. 

The floor is covered in a wood rose 
carpet with a wine colored border. 
Chairs and furnishings are modernis- 
tic, with arm rests and bases composed 
of curved rods of chromium. A light 
colored leather is used for upholstery. 
Fluorescent lighting is used throughout 
the store. 

The store is most attractive in ap- 
pearance, and from all reports, has 
been doing excellent business since its 
recent opening. 
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i FRESH, CLEAN \ 
CANCELLATIONS 
We are the largest distributors of top- 
grade current shoes from 15 of the lead- 
ing St. Louis factories 
AT-A-PRICE 
MEN'S — WOMEN’S — CHILDREN'S 
M. K. WEIL SHOE CO. 
\. 1326 Washington Ave., St. Louis, Mo. J 
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Bowling Shoes 


SO 


PROFESSIONAL 

BOWLING SHOES 
To retail at Combination soles 
$2.95 $3.95 Right foot 
$4.50 up. 







Rubber sole 
Rubber heel 
Left foot 
Leather sole 
Rubber heel 
Write for 
catalogue 






BROOKS SHOE MFG. CO. 
58th & Market Sts., Philadeiphia 


Oe 


Riding Boots 


£8 OO ere Or OPE er ree 


FOR MEN, WOMEN 
end CHILDREN 


ALSO 
JODHPUR & FIELD 
TS 


| JM CONNEL 
SHOE CO 
ERAINTREE MASS 





Prof. Bernard F. Haley 
Named to OPA Post 


San FrRancisco.—Prof. Bernard F. 
Haley, head of the department of eco- 
nomics at Stanford University, has 
been appointed Acting Director of the 
Textiles, Leather Goods and Apparel 
Section of OPA, with headquarters at 
Washington, D. C. The section has been 
made an independent division. 

Haley headed the department of eco- 
nomics at Stanford for ten years before 
affiliation with the OPA in San Fran- 
cisco as assistant regional price execu- 
tive in the local office. In 1941 he was 
chairman of the Pacific Coast Regional 
Committee, Social Science Research 
Covncil. 
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SHOE WOMEN WANTED 


POSITION WANTED 








WANTED TO PURCHASE 
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ing 
HOE WOMEN WANTED: Experienced in XPERIENCED SHOE -SALESMAN OR — 
S selling shoes in Family Shoe Store. who, MANAGER, forty-four year of age; mat BUYERS OF I 
with short training period can assume manage ried; with twenty years of shoe experience, for MANUFACTURERS—RETAILERS pri 
ment of popular priced family shoe stores i family shoe store Will go anywhere; furnish e : SURPLUS STOCKS abe , 
medium size middle western towns ty relieve est references, neat appear nce ;_ at present en We buy for cosh curplus or complete shee stechs, levi 
men about to be called to military service ployed. Address: Box 7661), Boot and Sho« Branded or unbranded. Generous prices det 
Prefer women 25 to 40; thoroughly experience: Recorder, 209 South State Street, Chicago, II! Write, wire or phone. Spr 
in selling merchandise and dealing th ih ~ . ~ 
public. Splendid pone i rt pine oP . BARSH & CEASAR duc 
getic and intelligent Women who have bette: = AMILY MAN, with 3-A Draft rating, 35 1 NX. F eS ee Pa. 
than average ability and interest in a business years va: Manager of Large Chain Sho« ~ Inc 
career. Well established, thoroughly responsiile Store at present; knowledge in Window trim 
company with clean cut personnel and mana ming and buying. Want position in Brookly1 eee 
ment policies. Address #636, care Boot & Shi« or New York City Address 2661, care Boot I 
Recorder, 100 East 42nd Street, New York. & Shoe Recorder, 100 East 42nd Street, New 
N. York, N. Y : > 
WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
HELP WANTED FOR SALE Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity. Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Ete 
y , - 
ANTED IMMEDIATELY,— experienced HOE STORE FOR SALE in Midtown, New IRVIN RUBIN 
sober, good all ‘round shoe salesman; dress York; rental $225 Stock consists of Na . “The House of Jobs” 
one small window; draft exempt. Good salary. | tionally advertised Arch Shoes for Men an: r = mone? oye. om ct 
extras and commission based on 9% to right | Women. $10,000. Address #662, care Boot & _— scsatens. lcs tan ~ ty 
man. HARRY BELLOWS, c/o TOHN Shoe Recorder, 100 East 42nd Street, New 
DANZIGER, INC., MONTGOMERY, ALA York, N. Y 
ANTED: EXPERIENCED AND CAPA 
W BLE SHOE SALESMAN to take charge of HOTELS SELL YOUR SURPLUS STOCKS 
Shoe department in small town doing about te 
$40,000. Town located in Middle West. Ad- 
ress, #659, care Boot & Shoe Recorder, 109 KIRSCH-BLACHER co.., NC. 
East 42nd Street, New York, N. Y | established 1915 
HOTEL ATLANTIC We buy surplus or complete stocks of shoes from 
- " | retailers, jobbers and manufacturers. 
A convenient downtown hotel with a cur cow warehouses 


HOTELS 
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Personnel Changes 
At Powers Store 


MINNEAPOLIS, MINN. 
ports that their assistant 
Reuben Anderson, has joined the U. S 
Army. His place has been taken by 


Powers 


Joseph Hart who was formerly section | 


manager on the ready-to-wear floor. Mr. 
Hart has had extensive experience in 
the shoe business. 


The rate for 





re- | 
manager, | 


reasonable rates from $2.25 up. 


CLARK NEAR JACKSON 
CHICAGO 











Strip Advertising 
Sells School Shoes 


DENVER, CAL.—A recent weekly fea- 
ture of the Denver Dry Goods Co.’s 
advertising has been a series of sketches 
occupying a full page, lengthwise, in 
the Colorado city’s morning tabloid, 
featuring “Pigtail Pat and her Pals.” 

These ads consist of three schoolboy 
and schoolgirl action sketches, showing 
the youngsters engaged in various ac- 
tivities. Clever verses accompany each 
sketch, following which are descriptions 
ef the garments worn, with prices. 

The advertising sketches and verses 
are attracting much attention. 


CLASSIFIED ADVERTISING RATES | 


"Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication 


108-110 Duane Street, New York 








Phone: WOrth 2-5377 and 5378 and 5379 














SHOE STORES WANTED 
FOR CASH 
Men's, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 























CASH | 


For Entire Stocks or Surplus Merchandise 
This is a good time to dispose of them 
We can use any quantity and pay the highest 
prices. 

CAMITTA SHOE COMPANY 


20 N. Fourth St., Philadelphia, Pa. 
Phene Lombard 2062 
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would be permitted to resell at the high- 
est retail ceiling price, which in this 
case would be $1.20. If, however, he 
bought at 69 cents, that purchase would 
be in Class II (more than 10 per cent 
and less than 16 per cent below manu- 
facturers’ list) and the applicable ceil- 
ing price would be $1.14. 

In establishing the maximum retail 
prices OPA sought to put ceilings at 
levels which permit normal margins as 
determined by an OPA survey in the 
Spring of this year and another con- 
ducted in 1940 by Dun & Bradstreet, 
Inc. 










Wholesale price ceilings, to which 
the retail maximums are related, are 
set forth in the same regulation. In 
determining what price he mav charge 
a customer for any item, the whole- 
saler must deduct from the wholesale 
maximum as set forth in the schedule, 
all discounts and allowances which he 
gave a customer of the same class in 
the period April 1 to October 25, 1941, 
the most recent normal selling season. 
The resulting price is the ceiling. 

The maximum prices established by 
regulation supersede those set by the 
General Maximum Price Regulation 
for Victory line waterproof rubber 
footwear, which includes all that has 
been manufactured since February 11 
when the WPB order limited the use 
of crude. Because of the substitutions 
material necessary in its manufac- 


of 


ture, the Victory footwear is virtually 
a new line. As there were only negli- 
gible sales in March, the base price 
period under the General Maximun, it 
was difficult for wholesalers and re- 
tailers to determine maximum prices 
without the specific regulation. 

Rubber footwear manufactured be- 
fore the WPB order went into effect is 
not covered by the order. However, 
the maximum prices of these older 
lines are controlled by the General 
Maximum Price Regulation and retail- 
ers who have any of these items fo1 
sale must display the applicable maxi- 
mum price. 

Copies of the new Maximum Price 
Regulation No. 229 relating to Victory 
waterproof rubber footwear may be ob- 
tained from regional offices of the OPA. 














































Black Cloth binder—11%” x 1354” $2.50 

ole an 100 Daily Sales and Stock Sheets, (Form 7100) 
2» ae and 1 Comparison Form 7105 2.50 
-— 588 Shap 2 Inventory Pads (100 sheets) 2106 0.50 
thes oie 2 Buying Order Pads (50 sheets) 2107 0.50 
pephahapsiigs (or 4 of each, as preferred) — 
Pia $6.00 
| ~ (West of Denver) $6.50 
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preferred. 


STOCK RECORD BOOK 


—and forms — 


for keeping an accurate selling and inven- 
tory “picture” 
stock or style number consists of: 


(Sample sheets with guide jor use sent on request) 


Sales Record Slips: Form D 


Per Pad (50 Slips) $0.25 
Refund Record Slips: Form E 

Per Pad (50 Slips) $0.15 
Customer Record Cards: Form F 

100 (Size 5” x 3”) $1.50 


(500 @ $6.25; 1000 @ $10.00) 


Ceiling price carton tickets, Form G 
116” x 3%" (gummed top) | gross $0.50 


(3000 @ $6.75; 5000 @ $11.25) 1000 $2.50 


Shoe Carton Tickets: Form H 
1%” x 3%”, 1000 $2.25 


PROFIT CHARTS —25c. each; an accurate method of 
figuring selling prices. 


Check with order, please, unless C.O.D. Shipment is 


Orders filled for any forms preferred. 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Il. 


This handy 


of each width and size of each 


5000 $10.00 


x *k * 
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Dates to Remember 


Monthly Shoe Show, Shoe Trav- 
elers’ Association of Chicago, 
Morrison Hotel, Chicago, Ill. 

October 26, 27, 1942 


Boston Conference on Distribu- 
tion, Hotel Statler, Boston, 


Mass. October 5, 6, 1942 


Annual Meeting of the Tanners’ 
Council of America, Waldorf- 
Astoria Hotel, New York, 

October 14, 15, 1942 


Shoe Manufacturers’ Spring Open- 
ing, Hotel New Yorker, New 
ork. 


October 18, 19, 20, 21, 1942 


Midwestern Shoe Travelers’ Con- 
vention, Paxton Hotel, Omaha, 


Nebraska. October 25, 26, 1942 


Nationa! Shoe Fair, Hotels Mor- 
rison, Palmer House and Sher- 
man, Chicago, Illinois. 


November 2, 3, 4, 5, 1942 


Michigan Annual Shoe Fair, De- 
troit, Michigan. 
November 8, 9, 10, 1942 


Northwestern Shoe Travelers’ As- 
sociation convention, Radisson 
Hotel, Minneapolis, Minn. 

November 8, 9, 10, 1942 


Spring Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. 


November 15, 16, 17, 1942 


Style Show and Market Season, 
Southwestern Shoe _ Travelers’ 
Association, Adolphus Hotel, 
Dallas, Texas. 

November 15, 16, 17, 18, 1942 


Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 

November 29, 30, December 1, 1942 





New Stretchable 
Material Developed 


New YorK—A new stretchable shoe 
fabric, which up to the present time 
employs the use of no critical materials, 
has appeared on the market and is be- 
ing used by several of the high grade 
manufacturers of women’s shoes. 

Lustreflex, as the material is called, 
was developed after more than a year 
of research by the Bristol Fabrics 
Company, of Boston, Mass. It can be 
applied to any upper material, either 
leather or fabric, and the application 
is the same as with rubber yarn mate- 
rials. It is claimed to have stretch- 
ability, pliability and sturdiness of the 
latter combined with a smooth - fitting 
and attractive appearance. 

M. P. Lash, head of the Bristol 
Fabrics concern, states that due to cer- 
tain manufacturing conditions existing 


at the present time, production of ~ 


Lustreflex is limited and will proceed 
gradually. 
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